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Director’s 

Comments 


Happy  New  Year! 

What  a month  we  had  in  December!  Y'all  really  tore 
it  up!  We  had  a 1 .97  APR  for  the  whole  District, 
writing  67%  1 1 1 A's  in  NPS  reg  males  and  71  % 1 1 1 A's 
in  NPS  reserve  males.  We  also  had  a net  gain  in  the 
pool  of  302  and  a substantial  number  of  these 
contracts  went  into  the  winter/spring  months, 
especially  Jan  and  Feb.  The  whole  District  really  hit 
the  reserve  market  hard.  For  both  ground  and  air,  we 
wrote  210  contracts  for  a mission  of  1 59,  and  we  needed 
every  single  one  of  them.  Five  of  six  stations  made 
shipping  and  four  of  six  made  or  exceeded  NNC  goals. 
Bravo  Zulu. 

The  8412  Conference  in  Atlanta  6-8  January  was  an 
unqualified  success.  Everyone  worked  hard  and  played 
hard.  The  seminar  leaders,  MSgt  Rocke,  MSgt  Sigman, 
MSgt  Adams,  and  MGySgt  Poler  put  forth  an 
especially  strong  effort  to  lead  the  groups.  It  was  a 
real  pleasure  for  me  to  be  associated  with  such  an 
outstanding  team  of  professionals,  and  I look  forward 


to  the  next  conference. 

The  Fall  Campaign  has  closed  with  a rush.  It  seems 
to  have  stimulated  a lot  of  fun,  interest  and  friendly 
competition.  There  have  been  surges  back  and  forth 
in  all  categories,  but  the  bottom  line  is  that  your 
response  has  again  helped  to  make  the  campaign  a 
real  success.  For  openers,  during  the  course  of  the 
campaign,  you  put  705  quality  contracts  into  the 
designated  period  (Dec  to  May)  with  444  of  those  going 
into  Dec  through  Feb. 

In  the  large  RSS  category,  RSS  Murfreesboro 
(MGySgt  Watson)  won,  followed  closely  by  RSS 
Jacksonville  (MSgt  Herrmann).  For  small  RSSs,  RSS 
Madison  (SSgt  Coleman)  took  top  honors,  and  RSS 
Albany  (MSgt  Vickers)  took  the  runner-up  slot.  The 
District's  top  recruiter  was  GySgt  Masiello,  RSS 
Knoxville.  The  number  two  recruiter  was  SSgt  Smith 
from  RSS  Jacksonville.  Congratulations  to  these 
outstanding  Marines  and  to  all  who  contributed  to 
the  Fall  Campaign. 

The  rest  of  the  month  was  busy.  The  Deputy 
CG  from  PISC  visited  Raleigh  and  Macon,  and  RS 
Birmingham  has  moved  to  Montgomery.  The  Training 
and  Assistance  Team  from  PISC  visited  RSS  Jacksonville 
and  Orlando  21-23  January  and  20-21  Jan  the  IG  team 
inspected  the  District  headquarters.  The  OSO 
Conference  occured  22-23  January  in  Atlanta.  General 
Joy  stopped  in  Raleigh,  Orlando  and  Macon  26-28 
January.  Hell,  if  it  was  easy,  anybody  could  be  a 
Marine! 

We're  off  to  a good  start  in  January.  We  need  to 
press  on  and  build  on  the  tremendous  momentum 
established  in  the  first  quarter.  Quality  productivity 
and  contract  placement  are  the  names  of  the  game. 


Uncovered 
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Profile  of  Adventure  --  Maj 

B.R.  McHenry,  Inspector/ 
Instructor  for  Co  B (-),  4th 
Assault  Amphibian  Battalion, 
4th  Marine  Division  leads 
his  unit  from  the  driver's 
seat  of  an  amphibious 
vehicle  during  a poolee 
function  held  at  the  "Iron 
Gators"  Jacksonville,  Fla. 
Reserve  Center.  (USMC 
photo  by  SSgt  Sherry  L. 
Gregory,  PANCO  RS 
Jacksonville) 
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By  SSgt  Douglas  W.  Allen 
PANCO  RS  Macon 


T 


he  secret  in  getting  con- 
tracts from  the  band 
program  is  not  to  sell  the 
band  program,"  - a surprising 
statement  from  Capt  Dwayne 
DeVoe,  Head  of  the  Field  Military 
Music  Section,  Headquarters 
Marine  Corps,  made  during  recent 
musician  auditions  held  for  RS 
Macon. 

Capt  DeVoe  travels  around  the 
United  States  conducting  auditions 
and  talking  about  the  Marine  Music 
Program  to  people  who  think  they 
might  want  to  be  Marine  musicians 
or  just  want  a pre-assessment  of 


Expert  notes 
best  use  of 
Music  Program 


their  talent  with  their  instrument. 

n his  travels,  the  captain  says 
he's  found  that  most  recruiters  don't 
know  much  about  music,  so  they  are 
apprehensive  about  talking  to  a 
high  school  band  about  the  Marine 
Music  Program. 

According  to  DeVoe,  in  an 
average  band  of  100  people  only 
five  want  to  be  professional 
musicians,  so  there  are  95  people 
there  who  could  care  less  about  the 
Marine  Music  Program.  The  key, 
he  says,  is  to  talk  to  them  about  the 
Marine  Corps  in  general. 

"Most  high  school  students  don't 
know  anything  about  the  military, 
but  musicians  have  a head  start 
they  don't  even  realize,"  says  Capt 
DeVoe.  During  his  trip  to  RS  Macon, 
he  and  two  recruiters  went  to  a local 
high  school  and  explained  to  a band 
what  that  head  start  is. 

The  first  thing  Capt  DeVoe  told 
the  students  is  that  they  are  already 
"75  percent  a military  person." 
After  a few  seconds  of  silence  and 
mouths  dropping  to  the  floor,  the 
captain  went  on  to  explain. 

Musicians  have  self-discipline 
developed  from  months  or  years 
of  trying  to  learn  to  play  an 
instrument,  he  says.  Thev  already 
have  a sense  of  esprit  de  corps  or 


unit  integrity  because  making  music 
takes  everybody  working  together 
as  one.  Musicians  are  aggressive 
from  always  trying  to  play  better 
than  the  next  person.  And, 
musicians  already  know  how  to 
march. 

"The  only  thing  lacking  is  know- 
ledge of  essential  subjects,  which 
can  be  learned,"  he  says. 


Musicians  are 
already  75 percent 
> a military  person 


"Notice  I didn't  tell  them  they 
were  75  percent  a Marine,"  stresses 
DeVoe,  "because  they're  not.  The 
Marine  Corps  doesn't  give  that 
away  — you  have  to  earn  that  title 
in  boot  camp."  This  is  one  more 
thing  musicians  can  relate  to,  he 
says,  because  everything  they've 
done  in  music  they've  had  to  earn. 

Capt  DeVoe  will  answer  any 
questions  that  a recruiter  or 
applicant  has  about  the  Marine 
Music  Program.  His  number  is 
commercial  (202)  694-4154,  FTS 

694-4154. 
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DEP  couple  makes  commitment  -- 
to  Marines  and  matrimony 


By  Sgt  Henri  R.  Bradford 
PANCO  RS  Orlando 


Commitments  are  something  that  people  make 
everyday,  whether  it's  to  a job  or  to  the 
accomplishment  of  a task,  or  even  to  a person. 
One  coupie  in  Clearwater,  Fla.,  recently  made  a big 
commitment  in  two  ways  --  one  to  each  other,  and  the 
other  to  the  U.S.  Marine  Corps. 

Stephen  and  Dana  Smith  recently  committed  them- 
selves to  becoming  two  of  the  "world's  finest"  and 
then  pledged  their  wedding  vows  to  each  other  while 
members  of  the  Corps'  Delayed  Entry  Program. 

As  the  newly-wed  couple  explained,  joining  the 
Corps  was  not  a very  hard  decision  to  make.  "I  come 
from  a long  line  of  Marines,"  Dana  says.  "My  grand- 
father and  father  were  Marines,  and  I also  have 
Marines  on  both  sides  of  the  family." 

As  for  Stephen,  he  was  looking  for  something  with 


Stephen  and  Dana  Smith  look  through  a platoon  book  at  RSS  Clear- 
water, Fla. 
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pride  and  security.  "I  have  worked  in  the  civilian  job 
sector  for  about  18  years  and  I wanted  a job  with  pride 
and  where  I could  have  confidence  in  my  employer.  I 
know  that  the  Marines  have  been  around  for  more  than 
200  years  and  I also  have  a lot  of  pride  in  my  country 
and  just  want  to  repay  it  for  the  freedoms  that  I now 
enjoy,"  he  says. 

While  Stephen  shipped  out  for  recruit  training  at  the 
end  of  December  and  Dana  must  wait  until  May  9, 
both  realize  that  this  is  what  they  wanted  to  do.  "We 
sat  down  and  talked  about  it  for  a long  time,"  Stephen 
says.  "We  feel  that  we'll  be  able  to  work  out  any 
situation  that  may  arise  during  our  tours  and  feel  that 
the  Corps  will  treat  us  well.  Dana  has  a friend  in  the 
Corps  who  is  married  and  they  don't  have  any  problems 
as  far  as  separations  or  other  distractions  are  con- 
cerned," he  says. 

Both  Smith's  are  scheduled  to  become  administrative 
clerks  following  their  respective  graduations  from  boot 
camp.  "Both  of  us  will  be  doing  something  we  like," 
Dana  said.  "Stephen  has  been  working  with  a freight 
company  and  I work  at  a hobby/crafts  shop,  so  we'll 
be  doing  about  the  same  kind  of  work  we're  doing 
now.  As  far  as  we're  concerned,  we'll  probably  make  a 
career  of  the  Corps,  at  least  one  of  us  if  not  both," 
she  savs. 


Both  of  them  are 
highly  motivated 


"We  checked  out  all  of  the  services,"  Stephen 
explains,  "but  the  Marines  stood  out  head  and 
shoulders  above  the  rest.  They  gave  us  straight 
information,  looked  very  professional  and  their 
appearance  in  uniform  was  really  outstanding.  We  both 
have  a lot  of  enthusiasm  about  becoming  Marines." 

SSgt  Jeffrey  Radke,  who  is  the  couple's  recruiter, 
notes  that  the  Smith's  should  do  well  in  their  careers. 
"Both  of  them  are  highly  motivated  and  willing  to 
work.  It  was  a pleasure  to  work  with  them  because 
they  really  wanted  to  become  Marines  and  do  well. 
Although  we  had  to  get  an  age  waiver  because  Stephen 
is  33,  the  packages  and  all  the  paperwork  came 
together  and  they  worked  with  me  really  well.  I wish 
them  the  best  and  know  that  they  will  do  well." 

The  couple  feels  that  the  Marines  are  the  best 
service  going.  And  they  both  agree,  if  you're  going  to 
join  the  military,  you  might  as  well  go  with  the  best  — 
that's  why  they  chose  the  Marines. 
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Lady  Recruiter 
adds  woman’s  touch 
to  success 


By  Sgt  Mike  Ford 
PANCO  RS  Nashville 


What  is  a Marine,  who 
never  fathomed  the  idea 
of  recruiting  for  the 
Corps,  doing  stationed  in  her  home- 
town as  a successful  recruiter  and 
enjoying  it? 

After  finishing  very  strongly  for 
FY  86  and  starting  out  even  better 
in  FY  87,  Sgt  Sharon  L.  Scroggins, 
from  Chattanooga,  Tenn.,  is  right 
where  she  wants  to  be. 

"I  joined  the  Corps  for  the 
challenge  and  to  be  something 
special,"  says  the  31-year-old. 

When  she  first  talked  to  a Marine 
Corps  recruiter  eight  years  ago,  she 
didn't  know  that  there  were  women 
in  the  Corps.  She  had  just  left  the 
Air  Force  Recruiting  Office  in 
Chattanooga  when  she  saw  a 
gunnery  sergeant  standing  against 
the  wall.  Since  she's  an  outgoing 
person,  she  said,  "Hi,"  to  the 
gunny.  They  started  talking  about 
women  in  the  Corps  and  before  she 
knew  it,  she  was  working  as  a 
Marine  avionics  technician  and 
loving  it. 

One  of  the  prime  things  that  sold 
her  on  the  idea  of  joining  the 
Marine  Corps,  she  says,  was  the 
relatively  small  number  of  women. 
"I  saw  the  opportunity  to  excel," 
she  adds. 

During  her  tour  in  the  Corps  she 
has  been  stationed  in  El  Toro, 
Calif.,  Norfolk,  Va.,  and  Memphis, 
Tenn.  It  was  while  stationed  in 
Norfolk  two  years  ago  that  she  first 
came  to  Recruiting  Station  Nashville 
on  permissive  TAD  orders  as  a 
recruiter  assistant. 

She  was  sent  to  Recruiting 
Substation  Chattanooga  where, 
at  the  time,  her  NCOIC  was  MSgt 
Robert  O.  Landrum.  As  it  turned  out, 
she  did  such  a good  job  and  fit  in  so 
well  that  both  Top  Landrum  and  the 
Recruiter  Instructor,  MGySgt 


William  Boyd,  talked  to  her  about 
putting  in  an  administrative  action 
form  requesting  assignment  to 
Recruiter's  School. 

She  had  three  years  time-in-grade 
as  a sergeant  and  saw  an  opportunity 
to  be  promoted  to  staff  sergeant.  She 
says  she  found  her  niche  during  the 
permissive  TAD  as  a recruiter 
assistant.  "When  I came  TAD,  so 
many  people  with  a lot  of  recruiting 
experience  put  faith  in  me,"  she 
says.  "With  that  backing  me,  I 
knew  I had  a shot  at  being  success- 
ful." 

She  was  able  to  fit  in  well  with 
the  other  recruiters  and  adapt 
quickly  when  she  arrived  back  in 
Chattanooga  in  July,  1985  after 
graduating  from  Recruiter's  School. 
"I  started  working  with  the  same 
recruiters  I had  worked  with  a few 
months  earlier  and  everything 
started  clicking,"  she  says. 

Becoming  a part  of  the  team  so 
quickly  helped  her  push  for  extra 
contracts  and  strive  for  greater 
teamwork.  "We're  given  the  mission 
we're  given  for  a reason,"  she 


'A  lot  of  people 
don 't  realize  there 
are  Women  Marines. ' 


explains.  "If  an  RSS  doesn't  make 
their  assigned  mission  then  the 
District  as  a whole  might  not  make 
mission.  There's  no  room  for 
individuals  out  here.  It's  a team 
effort." 

She  gives  a light-hearted  laugh 
when  explaining  how  people  react 
to  a Woman  Marine  recruiter. 
"Usually,  they  find  it  a pleasant 
surprise  on  their  part,"  she  says. 
"A  lot  of  people  don't  realize  there 
are  women  in  the  Corps,  just  like 
I didn't."  She  says  it  often  helps. 
On  several  occasions  she  has  gone 
out  with  other  recruiters  to  talk  to 
female  applicants  and  it  has  resulted 


in  contracts. 

And  contracts,  after  all,  are  the 
name  of  the  game  on  recruiting  duty. 
During  FY  86  she  wrote  37 
contracts  for  a 3.00  average.  At  the 
close  of  the  6th  Marine  Corps 
District's  Winter  Campaign  in  FY 
86,  she  tied  for  first  place  among  all 
Nashville  recruiters  with  10 

contracts.  In  this  year's  Fall 

Campaign,  which  kicked  off 

November  12,  she  finished 
strong.  Because  of  her  perform- 
ance, she  was  named  RS  Nashville's 
Recruiter  of  the  Month  for 

November. 

Looking  again  at  teamwork, 
Scroggins  is  quick  to  share  the 
credit  of  her  successes  with  her 
NCOIC,  MSgt  William  D.  Clement 
and  the  other  Chattanooga 
recruiters.  She  says  the  Top  taught 
her  the  finer  points  of  recruiting 
and  offered  support  when  it  was 
needed. 

A good  example  of  that  support 
happened  during  November.  During 
the  month,  she  was  snapping 
in  a new  recruiter  in  her  area  of 
responsibility  because  she  was 
moving  to  a one-recruiter  Permanent 
Contact  Station.  Amid  the  snapping 
in,  checking  out  and  moving  out, 
Top  and  SSgt  Robert  E.  Anderson 
helped  her  by  carrying  part  of  the 
processing  load  and  holding  down 
her  share  of  the  fort  when  she 
couldn't  be  there.  Teamwork  once 
again. 

What's  the  underlying  key  to 
her  success  as  a recruiter.  "I  believe 
in  the  Marine  Corps  and  what  it's 
done  for  me,"  she  says.  "When  you 
believe  in  something,  you  can  make 
others  believe  in  it,  too.  That 
belief  is  why  I knew  I could  be 
successful." 
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Candidate  shines  through  bleak  times 


he  real  leader  displays  his  quality  in  his 
triumphs  over  adversity,  however  great  it 
may  be, " George  C.  Marshall  said  in  his  address 
to  the  first  Officer  Candidate  Class  in  1941 . 

This  past  summer  at  Marine  Officer  Candidate 
School,  Chester  C.  "Chet"  Douglas  proved  to  be  an 
extreme  example  of  the  above  quote.  Chet,  a University 
of  South  Carolina  student  and  officer  candidate  from 
the  Officer  Selection  Office  in  Columbia,  S.C.  was 
recently  awarded  the  Commandant's  Trophy  for 
finishing  as  the  honor  graduate  of  the  demanding 
course  in  Quantico,  Va. 

Although  Chet's  recognition  is  obviously  noteworthy, 
Chet's  award  is  significantly  more  special  than  usual. 
While  Chet  was  attacking  the  physical  and  mental 
challenges  of  OCS,  his  mother  was  in  the  hospital 
fighting  her  final  battle  with  cancer. 

Captain  Miles  A.  Burdine,  Officer  Selection  Officer 
in  Columbia  related  the  story:  "After  Chet  was  driven 
to  the  airport  in  Charleston  to  depart  for  Quantico, 
Chet's  father,  Major  Thomas  C.  Douglas,  stationed  at 
MCAS  Beaufort,  continued  travelling  to  Columbia  to 
obtain  further  medical  treatment  for  Chet's  mother. 
Chet  knew  his  mother  had  plenty  of  fight  in  her,  as 
she  too  was  a former  Marine,  but  he  was  still  very 
worried." 

Burdine  continues,  "Fortunately,  Chet  was  able  to 
stay  in  touch  with  his  family  more  than  usual,  as  the 
staff  at  OCS  allowed  periodic  phone  calls  home.  Still, 


the  pressure  and  intensity  of  OCS  coupled  with  the 
concern  for  a loved  one  would  persuade  the  average 
person  to  'Drop  on  Request'.  To  make  matters  worse, 
Chet  seriously  injured  his  ankle  on  the  obstacle  course 
and  could  have  been  sent  home  if  he  had  informed 
anyone  of  the  injury.  But  Chet's  remedy,  in  true  John 
Wayne  fashion,  was  'If  if  hurts,  tape  it'. 

"Anyway,  because  of  the  close  contact  between  OCS, 
Major  Douglas,  and  this  office  we  knew  Chet  was 
performing  well  above  average.  When  I found  out  that 
Chet  had  won  the  award  I called  Major  Douglas  who 
was  and  had  been  at  the  hospital  by  his  wife's  side. 
The  Major  didn't  say  anything  for  a while  and  I think 
he  must  have  felt  tears  swelling.  I know  I did.  When  he 
finally  spoke  I could  hear  him  in  the  background 
telling  his  wife  and  any  doctor  or  nurse  who  happened 
by.  I think  that  to  say  he  was  proud  is  an  understate- 
ment." 

Needless  to  say,  neither  Major  or  Mrs  Douglas 
were  able  to  attend  Chet's  graduation  ceremony,  so 
the  story  then  moved  back  to  Columbia.  Captain 
Burdine  continues,  "Shortly  after  his  return  from 
Quantico,  Chet  came  to  my  office  with  the  typical 
shaved  head  and  puffed  out  chest,  but  I could  tell  his 
heart  was  about  to  break.  Chet  thought  his  mother 
only  had  a few  days  left.  He  was  right. 

"I  truly  admire  this  young  man,"  says  Capt  Burdine, 
"Part  of  my  job  is  to  set  the  example  for  my  officer 
candidates,  but  the  tables  have  been  turned  in  this 


BGen  James  Mead,  USC  President 
James  Holderman,  Candidate  Chet 
Douglas  and  Maj  T.C.  Douglas 
after  the  trophy  presentation 
ceremony. 
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case.  Chet  Douglas  has  set  the  example  for  me  and 
many  others  I'm  sure.  Heisan  inspiration." 

The  6th  Marine  Corps  District  Director,  Col  F.  T. 
Fagan  also  admired  Chet's  performance  when  he 
wrote  a personal  letter  to  the  future  officer.  "Although 
your  feat  is  certainly  admirable,  it  is  the  conditions 
under  which  you  performed  that  I want  to  commend 
you.  I am  well  aware  of  your  mother's  health  while 
you  undertook  the  challenge  of  OCS  and  also  that  she 
passed  away  shortly  after  you  returned,"  wrote  the 
Colonel.  "Chet,  you  have  an  inordinate  amount  of 
something  our  Marine  Corps  is  known  for,  something 
that  our  country  needs  more  of  and  something  that  is 
best  stated  simply  - GUTS." 


'Chet  Douglas  is 
an  inspiration. ' 


The  Commandant's  Trophy  is  a prestigious  award, 
so  prestigious  in  fact,  that  a Marine  Corps  order 
states  the  trophy  must  be  presented  by  a Marine 
General  Officer  to  the  recipient  and  a replica  must  be 
presented  to  the  recipient's  college  president. 
Ordinarily,  the  presenting  General  Officer  is  assigned 
by  CMC.  However,  Major  Douglas  was  at  one  time 
under  the  direct  command  of  BGen  James  M.  Mead, 
presently  the  CG  of  MCAS  Cherry  Point  and  Com- 
mander of  Marine  Corps  Air  Bases  Eastern  Area. 
When  BGen  Mead  heard  about  Chet's  award,  he 
offered  to  present  it. 

Therefore,  on  October  29,  BGen  Mead  circled  the 


University  of  South  Carolina  campus  several  times 
in  his  CH46  helicopter  before  landing  in  the  middle 
of  an  intramural  field.  "It  was  impressive"  says  GySgt 
Jimmy  L.  Cofield,  OSO  Assistant  in  Columbia.  "That 
big  bird  and  almost  as  big  general  (BGen  Mead  is 
6' 5")  not  only  stirred  up  a lot  of  dust,  they  stirred  up 
a lot  of  attention  and  enthusiasm.  We  really  appreciat- 
ed them  coming  down." 

Later  that  day,  the  trophies  were  presented  to  Chet 
and  University  President  James  Holderman.  BGen 
Mead,  recognized  Chet  as  "truly  an  exceptional  young 
man"  and  the  University  as  a "quality  educational 
system  that  produces  future  leaders  of  society  as 
evidenced  by  the  extraordinary  fact  that  the  school 
has  produced  two  Commandant  Trophy  winners  in 
the  past  three  years."  Then  joking  with  the  President, 
the  General  asked  "But  what  happened  during  that 
other  year?" 

After  the  presentation  and  the  general's  whirlwind 
departure,  Chet  slowed  the  pace  and  spent  some 
special  time  with  his  father,  his  fiance,  and  a few 
friends.  But  as  a former  fraternity  president  and  soon 
to  be  Marine  Officer  and  pilot,  he  has  become  some- 
what of  a celebrity  and  some  local  publications  have 
requested  interviews.  Yet,  Chet  remains  soft  spoken 
and  modest  as  he  keeps  his  sights  focused  on 
graduation  in  December,  marriage  in  January,  and 
reporting  in  March  to  The  Basic  School  before  further 
training  at  flight  school. 

OSO  Columbia  hates  to  lose  him  but  they're  pleased 
to  see  him  report  into  a position  where  Marines  and 
civilians  alike  will  benefit  from  his  leadership.  Chet's 
triumph  over  adversity  is  truly  an  example  for  all  to 
appreciate  and  reflect  on  when  the  going  gets  tough. 


Tarheels 

co  mmission  ed 

By  Sgt  Pamela  Vajner 
PANCO  RS  Raleigh 


f ou  begin  with  raw  steel..."  By  now,  most 
IgF  television  viewers  are  familiar  with  the 
I Marine  Corps'  Sword  commercial  that  links 
the  making  of  a Marine  Corps  Sword  to  the  making  of 
a Marine. 

Proving  that  they  have  the  mettle  necessary  to  be 
officers  of  Marines,  three  North  Carolina  graduates 
of  the  Platoon  Leader's  Course  were  recently 
commissioned  as  second  lieutenants.  As  such,  they 
earned  the  right  to  carry  the  prestigious  Mameluke 
sword,  an  honor  only  Marine  officers  earn. 

The  three  Tarheels  commissioned  are:  Ronald  J. 
Strickland,  22,  from  Raleigh,  N.C.;  Benton  "Neal" 
Paschall,  22,  of  Morganton,  N.C.;  and  Michael  D. 
Carpenter,  26,  of  Franklin,  N.C. 

"I  have  a rare  opportunity,"  Officer  Selection 
Officer,  Captain  Thomas  Cariker  explained  to  the  family 
and  friends  of  the  three  men.  "Because  of  the  turnover 


of  this  job  (as  an  OSO)  very  seldom  do  you  get  to 
commission  the  people  you  have  worked  with  or 
recruited.  These  are  the  last  three  that  I will  commiss- 
ion and  I have  had  the  distinct  pleasure  of  working 
with  them." 

Cariker  remembers  that  Paschall  was  one  of  the  first 
that  he  met  when  he  reported  to  Raleigh  almost  three 
years  ago.  "It  seems  only  fitting  that  he  would  be  one 
of  the  last  that  I commissioned." 

Carpenter  earned  the  recognition  as  being  the  top 
PLC  graduate  for  North  Carolina.  At  the  close  of  the 
commissioning  ceremony  he  was  presented  with  the 
coveted  Mameluke  by  James  Hill,  Past  Commandant 
of  the  Marine  Corps  League  of  North  Carolina.  Every 
year,  the  Marine  Corps  League  presents  the  top  PLC 
graduate  with  a sword  in  recognition  for  their  efforts. 

Commenting  on  the  high  quality  of  the  officers  he 
recruits,  Cariker  says  matter-of-factly,  "1  only  recruit 
those  who  meet  my  high  standards.  There's  a lot  of 
pressure  in  recruiting  to  make  quota,"  he  explained. 
"You  have  to  balance  the  importance  of  making 
mission  and  taking  care  of  yourself  with  the 
responsibility  of  preserving  the  quality  and  future  of 
the  Marine  Corps.  Of  the  140  people  that  I have 
contracted  into  the  Marine  Corps  so  far,  there  is  not 
one  that  I would  not  want  working  with  me  in  the 
Fleet." 
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Wrestling  gunny 
pins  down  contracts 


By  SSgt  Sherry  L.  Gregory 
PANCO  RS  Jacksonville 


| | f you  didn't  wrestle  in  my 
family,  you  didn't  eat," 
I says  the  trim,  but  not 
underfed  Marine.  With  seven 
brothers,  GySgt  Daniel  P.  Cannon 
learned  quickly  at  an  early  age  what 
being  competitive  is  all  about. 

"We  all  grew  up  with  wrestling 
partners,  it  was  that  tight  in  my 
family,  and  all  of  us  were  on  the  high 
school  wrestling  team,"  says  the 
Rockville,  Md.  native.  "I  haven't 
been  involved  in  wrestling  since  high 
school,  but  all  my  brothers  still  are, 
either  as  high  school  coaches  or 
referees. 

"But,  when  I went  over  to  Orange 
Park  High  School  to  talk  to  Coach 
Brownlee— he's  a retired  Marine— 
we  started  talking  about  wrestling 
and  our  favorite  moves  and  break- 
downs. Before  I knew  it,  we  decided 
to  begin  a wrestling  club  to  generate 
interest  for  his  team." 

The  club  met  one  night  a week 
for  two  hours  and  began  with  about 
30  students  from  one  high  school. 
But,  news  travels  fast  in  Florida 
and  the  club  grew. 

"Somehow,  Clay  High  School 
found  out  about  it  and  the  Dean  of 
Boys  called  me  in  his  office  when  I 
went  down  there  on  a school  visit 


and  asked  if  they  could  join  us," 
says  the  gunny.  "Before  we  ended 
the  clinic  in  November,  we  had  about 
sixty  high  school  students  from 
grades  9 through  12." 

Using  all  your  assets  is  drilled 
into  a recruiter  from  day  one  at 
Recruiters'  School  in  San  Diego 
and  Cannon  took  full  advantage  of 
his  talents,  which  have  already 
proven  fruitful  for  him.  "The 
clinic  was  important  to  me  for  two 
reasons,"  he  says.  "Number  one, 
and  foremost,  was  as  a recruiting 
activity.  Orange  Park  is  a big  high 
school.  You're  looking  at  a graduat- 
ing class  of  more  than  700  and  you 
have  a lot  of  students  who  don't 
even  know  each  other;  there  are 
even  a lot  of  teachers  that  don't 
know  other  teachers  because  the 
school's  so  spread  out. 

"Second,  being  a new  recruiter 
in  the  area,  I was  trying  to  think  of 
a way  to  reach  all  the  grades  at  one 
time,  to  get  a cross-section  of  the 
student  body  and  to  gain  admittance 
into  the  school.  What  better  way 
than  this?" 

The  gunny  continues,  "It  really 
opened  up  the  school  for  me.  Now 
I can  walk  over  there  and  guys  will 
stop  and  talk  to  me.  They  look  at 
the  Marine  Corps  in  a different 
light  now  because  they  didn't  see 
a recruiter  over  there  in  uniform; 
they  saw  a coach  in  sweats  getting 
his  back  put  on  the  mat  every 


Tuesday  night,"  laughs  Cannon. 

"To  them,  the  Marine  Corps  is 
more  approachable  now  and  getting 
the  Marine  Corps  Wrestling  Team 
here  showed  the  different  levels 
of  competition  they  can  achieve. 
The  students  could  really  identify 
with  the  team  members,  especially 
when  they  found  out  that  only  one 
had  been  a state  champ.  You  could 
see  all  the  guys'  eyes  just  light  up. 
The  wrestlers  were  really  good  about 
explaining  the  different  styles  and 
so  now  the  students  know  that  they 
have  another  avenue  of  approach 
to  make  it  into  international 
competition." 

Even  though  Cannon  is  no  longer 
teaching  the  clinic,  he  does  attend 
"his  students'  " wrestling  matches 
whenever  possible  and  still  enjoys 
a good  workout  with  them. 

"If  I don't  have  appointments 
set  up  or  something  to  do,  I keep  my 
PT  gear  right  here  and  I'll  go  over 
to  one  of  the  schools  and  work  out 
with  the  team.  And,  I can  just  walk 
in  and  do  that  now,  because  the 


'Now,  the 

coaches  know  me. ' 


coaches  know  me,  the  students 
know  me  ...  it's  not  like,  'who's 
this  guy  walking  in,  or,  who's  this 
recruiter?'.  They  know  that  we  can 
throw  down  and  if  they  want  to  talk 
about  the  Marine  Corps,  we  can  do 
that  later.  Now,  they're  coming  up 
with  questions  about  the  Marine 
Corps." 

Not  only  were  the  students 
impressed  with  GySgt  Cannon's 
wrestling  clinic  and  the  Marine 
Corps  Wrestling  Team,  but  the 
coaches  have  also  opened  up  more 
toward  the  Marine  Corps. 

"Another  added  benefit  was  the 
wrestling  tape  that  came  out, 
because  some  of  the  wrestlers  that 
came  down  were  on  the  film.  And 
when  the  wrestling  team  was  here 
the  coaches  mentioned  that  they  saw 
them  on  the  film  and  they  liked  the 
way  they  did  a take  down.  The  film 
reinforced  the  clinic  and  the  clinic 
reinforced  the  film." 
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Nation’s  top  Reservist  honored 


By  Sgt  Raymond  Braud 
PANCO  RS  Montgomery 


Kansas  City  and  Mobile, 
Ala.  are  almost  1,000  miles 
apart,  and  under  normal 
circumstances,  the  twain  shall  never 
meet. 

But,  on  October  23,  1986  Sergeant 
Timothy  C.  Westcott,  a Reserve 
Marine  at  the  Marine  Corps  Reserve 
Support  Center  in  Overland  Park, 
Kansas,  a suburb  of  Kansas  City, 
was  in  Mobile  to  receive  a special 


award. 

Through  a screening  process  that 
involved  reserve  Marines  from  the 
Fourth  Marine  Division,  Fourth 
Marine  Aircraft  Wing  and  the 
Reserve  Support  Center,  Sgt 
Westcott  was  chosen  as  the  Out- 
standing Enlisted  Marine  Corps 
Reservist  in  the  nation.  The  award 
was  presented  by  the  Naval  Enlisted 
Reserve  Association  at  a luncheon 
in  the  Mobile  Hilton. 

"Sergeant  Westcott  is  a mature, 
dedicated  Marine,  dedicated  to 
mission  accomplishment,"  said 


Captain  D.R.  Chevallier,  Officer 
in-Charge  of  the  Administration 
Center  at  the  MCRSS. 

Westcott  is  a Full  Time  Support 
Marine,  serving  in  an  active  duty 
capacity,  as  the  Administration 
Chief.  His  primary  duty  is  taking 
care  of  all  reserve  generals'  record 
books,  and  he  is  overseer  of  the  other 
Marines  in  his  section. 

Sergeant  Westcott's  honor  is  only 
the  second  time  a reserve  Marine 
has  received  this  award  as  the  NERA 
institutionalized  it  last  year  to  honor 
the  outstanding  Reserve  Marine. 


SHOW  OF  'FORCE'  - Members  of 
the  Marine  Corps  Wrestling  Team 
demonstrate  their  moves  for  high 
school  students  in  Raleigh,  N.C. 
The  world-famous  Marine  Corps 
wrestlers  visited  RSs  Raleigh, 
Jacksonville  and  Orlando  during 
early  December  and  were  well- 
received  at  similar  clinics  for  high 
school  students  in  all  these  areas. 
(USMC  photo  by  Sgt  Pamela  Vajner) 
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A Closer  Look 


Marine  Corps 
budget  set 

By  Gidge  Dady 
HQMC,  Washington,  D C. 


The  manpower  budget  will 
be  tighter  this  year  — 
meaning  fewer  promotions 
and  selected  reenlistment  bonuses 
and  a smaller  end  strength  than 
requested.  However,  according  to 
the  Fiscal  Director  of  the  Marine 
Corps,  Mr.  E.  T.  Comstock,  the 
Marine  Corps  fared  very  well  with 
the  procurement  budget,  which  will 
benefit  the  Fleet  Marine  Force;  and 
the  operations  and  maintenance 
budget,  which  will  improve  the 
quality  of  life  for  Marines.  He  adds, 
"While  we  didn't  get  everything 
asked  for,  we're  ahead  of  last  year 
and  fully  funded  to  do  the  job." 

Congress  approved  an  $8.9 
billion  FY-87  budget  for  the  Marine 
Corps,  which  includes  $5.6  billion 
for  military  pay  and  allowances, 
$1.8  billion  for  operations  and  main- 
tenance, and  $1 .5  billion  for  procure- 
ment of  new  hardware  for  the  Fleet. 

The  Marine  Corps  had  asked  for 
an  increase  of  1,500  Marines  for 
FY-87;  Congress  approved  800.  This 
will  bring  the  end  strength  in 
FY-87  to  199,600  Marines.  Fiscal 
officials  said  that  budgeted  personnel 
increase  requests  were  made 
largely  to  support  new  unit  activities, 
such  as  the  remotely  piloted 
vehicle  platoon  and  a target 
acquisition  battery,  or  reorganiza- 
tions, such  as  the  conversions  of 
some  F-4  squadrons  to  the  F/A-18. 
Without  the  full  increase  requested, 
these  needs  will  be  met  by  drawing 
Marines  from  other  units. 

The  Marine  Corps  requested 
$127  million  to  fund  9,760  Selected 
Reenlistment  Bonus  (SRB)  con- 
tracts in  FY-87,  but  was  authorized 
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$91.6  million,  which  will  fund 
8,296  (600  less  than  FY-86).  In 
addition  to  reducing  the  number  of 
SRBs,  the  initial  payment  to  the 
Marines  for  these  contracts  will 
be  50  percent,  instead  of  75  percent, 
during  FY-87. 

Reductions  in  the  manpower 
budget  will  have  a slight  impact 
on  promotions  in  the  E-4  through 
E-7  ranks.  In  order  to  accommodate 
a directed  average  grade  level 
within  the  Marine  Corps,  2,200 
fewer  promotions  will  be  made  in 
FY-87. 

Lower  fuel  prices  and  inflation 
rates  has  some  impact  on  the  amount 
of  money  Congress  approved  for 
the  Operations  and  Maintenance 
(O&M)  budget.  However,  the 
individual  Marine  will  still  see 
improvements  in  quality-of-life 


be  renovated  and  the  Corps  will 
continue  to  build  BEQs  and  BOQs 
to  reduce  the  deficit  of  living  spaces. 
There  will  be  greater  opportunities 
for  Marines  to  buy  homes  with  the 
construction  of  300  mobile  home 
pads  at  Camp  Pendleton,  Camp 
Lejeune,  29  Palms  and  Quantico. 
General  P.X.  Kelley  says  that 
construction  of  the  mobile  home 
pads  is  essential  and  will  offer 
Marines  a chance  to  buy  a home  and 
move  it,  when  transferred,  to  a new 
location. 

In  FY-87,  the  Congress  reduced 
appropriated  funds  in  support  of 
Marine  Corps  Welfare  and  Recrea- 
tion revenue  generating  activities 
such  as  golf  courses,  clubs  or 
bowling  lanes  at  bases  or  stations 
in  large  metropolitan  areas  in  the  50 
states.  According  to  fiscal  officials, 
the  impact  of  this  change  could  be 
very  noticeable  unless  increased 


nonappropriated  funds  (i.e,  those 
from  PXs  and  commissaries)  can 
be  generated  to  replace  this  loss. 

The  $1.5  billion  for  the  procure- 
ment of  hardware  has  the  Marine 
Corps  spending  $7.5  million  for 
350  81mm  mortars  and  $167  million 
for  81mm  ammunition.  The  mortars 
and  a $14  million  product  improve- 
ment program  for  the  LVT  are  the 
only  new  procurement  programs 
planned  in  FY-87. 

Two  hardware  buys  that  will 
end  during  1987  are  the  final  lot  of 
94  Ml 98  155mm  howitzers  for  the 
Reserves  and  the  remaining  eight 
armored  vehicle  launched  bridges. 

In  the  weapons  category,  approval 
was  given  for  17,725  M16A2s  and 
22,181  9mm  pistols  as  well  as  430 
Hawk,  1,442  Stinger  and  3,400  TOW 
missiles  that  will  have  greater 
range  and  penetration  than  existing 
missiles  in  the  inventory. 

The  Corps  will  continue  efforts 
to  beef  up  its  vehicle  fleet  in  FY-87 
with  the  purchase  of  743  HMMWVs, 
the  Marine  Corps'  primary  tactical 
vehicle.  Also,  being  purchased 
are  1,210  units  of  the  Logistics 
Vehicle  System,  composed  of  a 
tractor  cab  and  four  types  of  trailers. 

All  of  the  above  are  "green 
dollar"  expenses  out  of  the  Marine 
Corps  budget. 

Millions  of  "blue  dollar"  expenses 
that  come  out  the  Navy's  budget 
have  been  appropriated  for  Marine 
aviation  during  FY-87. 

The  largest  Marine  Corps  aviation 
buy  for  FY-87  is  $953.1  million 
for  35  F/A-18  Hornets  to  replace 
the  F-4  Phantoms.  Ten  CH-53E 
Super  Stallions  will  be  bought  for 
$126.5  million  as  part  of  the  Marine 
Corps'  continuing  effort  to  replace 
the  fleet  of  heavy  lift  helicopters. 

Three  EA-6B  Prowlers  will  be 
purchased  for  $108.1  million,  and 
42  AV-8B  Harriers  are  budgeted 
at  $588.4  million  to  replace  A-4 
attack  jets. 

An  unexpected  bonus  was  $60 
million  that  Congress  added  to  the 
budget  for  two  refueler  aircraft 
and  other  miscellaneous  items  for 
the  Reserve  forces. 

For  research  and  development, 
$422.7  million  has  been  appropriated 
to  fund  full  scale  development  of 
the  MV-22  Osprey  tilt  rotor  aircraft. 
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CHAMPUS  answers 

Q:  What  exactly  is  CHAMPUS? 

A:  CHAMPUS  is  the  Civilian  Health  and  Medical 
Program  of  the  Uniformed  Services.  It  helps  pay  the 
cost  of  covered  civilian  medical  care  for  members  of 
service  families,  and  military  retirees  and  their  depend- 
ents, who  aren't  able-or  who,  depending  on  how  far 
away  from  a service  hospital  they  live,  don't  want- 
to  get  the  care  they  need  at  military  medical  facilities. 

Q:  Who  is  eligible  to  use  CHAMPUS? 

A:  Dependents  of  active-duty  service  members, 
military  retirees  and  their  dependents,  some  former 
spouses  of  military  members,  and  the  surviving  family 
members  of  deceased  active  or  retired  military.  Active- 
duty  service  persons  themselves  are  not  eligible  to  use 
CHAMPUS.  Any  care  they  may  need  from  civilian 
sources  is  paid  for  by  their  respective  service  branches. 

Q:  What  does  CHAMPUS  cover? 

A:  Generally,  CHAMPUS  shares  the  cost  of  most 
care  that  is  medically  necessary:  most  doctor  bills  for 
inpatient  and  outpatient  care;  most  hosptial  bills  for 
semi-private  rooms,  meals,  diagnostic  tests  and 
treatment;  medical  supplies  or  equipment  such  as 
artificial  limbs  or  wheelchairs;  and  some  health  care 
centers  other  than  hospitals  (for  example,  residential 
treatment  centers  for  emotionally  disturbed  children 
and  adolescents,  or  drug  rehabilitation  centers).  But 
there  are  special  rules  or  limits  on  some  types  of  care. 
Check  with  your  Health  Benefits  Advisor. 

Q:  What  types  of  care  does  CHAMPUS  not  cover? 

A:  CHAMPUS  does  not  cover:  abortions,  except  in 
very  limited  circumstances;  cardiac  rehabilitation 
programs;  chiropractic  care;  dental  care,  except  with 
severe  limits;  eyeglasses  and  contact  lenses,  except  in 
limited  circumstances;  preventive  care,  except  for  well- 
baby  care;  experimental  and  certain  other  types  of 
care. 

Q:  Where  can  / find  out  more  details  about  what 
CHAMPUS  does  and  does  not  cover? 

A:  Contact  the  Health  Benefits  Advisor  (sometimes 
also  called  the  CHAMPUS  Advisor)  at  the  nearest 
military  hosptial.  He  or  she  can  explain  more  about 
CHAMPUS  coverage,  provide  you  with  a CHAMPUS 
Handbook  and  fact  sheets,  and  supply  you  with 
CHAMPUS  claim  forms. 

Q:  How  do  / decide  whether  to  use  CHAMPUS  or 
go  to  a military  hospital  for  inpatient  care? 

A:  If  you  live  within  a certain  "zip  code  zone"  of 
the  nearest  service  hosptial-typically  within  30-60 
miles  of  the  hospital-you  must  try  to  use  it  first  for 
nonemergency  inpatient  care,  before  using  CHAMPUS. 
Call  the  hospital's  Health  Benefits  Advisor  to  find  out 
if  you  live  within  this  zone.  If  you  do,  and  the  hospital 
can't  provide  the  inpatient  care  you  need,  the  Health 
Benefits  Advisor  will  give  you  a form  that  says  so-a 


"nonavailability  statement".  With  the  nonavailability 
statement  in  hand,  you  can  seek  nonemergency 
inpatient  care  from  a civilian  doctor  or  hospital  under 
CHAMPUS,  and  ask  CHAMPUS  to  share  the  cost 
of  covered  care. 

(NOTE:  The  care  you  couldn't  get  at  the  military 
hospital  might  or  might  not  be  covered  under 
CHAMPUS.  If  it  isn’t  a CHAMPUS  benefit,  CHAMPUS 
won't  share  the  cost  of  the  care,  regardless  of  the  fact 
that  you  got  a nonavailability  statement  from  the 
service  hosptial.) 

If  you  live  within  a military  hospital's  "zip  code 
zone"  and  get  covered  nonemergency  inpatient  care 
from  a civilian  source  without  first  obtaining  a non- 
availability statement  from  the  military  hospital, 
CHAMPUS  won't  share  those  costs. 

If  you  live  outside  the  nearest  military  hospital's 
zip  code  zone,  you  don't  have  to  try  to  get  care  at  that 
hospital  before  using  CHAMPUS.  And,  you  don't 
need  to  get  a nonavailability  statement  before  getting 
inpatient  care  from  a civilian  source. 

Q:  What  if  / just  need  outpatient  care? 

A:  You  can  choose  to  go  to  the  nearest  military 
medical  facility--or  you  can  go  to  a civilian  physician 
or  clinic,  and  file  a claim  with  CHAMPUS  for  cost- 
sharing of  the  resulting  medical  bills.  Either  way,  you 
don't  have  to  bother  with  nonavailability  statements 
when  getting  outpatient  care. 

Q:  Once  my  claim  has  been  filed,  how  long  does 
it  take  to  be  processed? 

A:  If  the  claim  has  been  filled  out  completely  and 
accurately,  and  has  all  of  the  necessary  documentation 
accompanying  it,  processing  will  generally  take  about 
3-4  weeks.  If  some  information  is  missing  from  the 
claim,  your  CHAMPUS  claims  processor  will  call  or 
write  you  or  your  health  care  provider  to  get  the  needed 
facts.  Frequently,  people  forget  to  sign  the  claims 
in  the  space  provided,  or  neglect  to  write  in  their 
social  security  numbers,  or  don't  send  in  the  Explana- 
tion of  Benefits  from  other  health  insurance  they  may 
have.  Such  omissions  can  delay  processing  of  a claim 
by  up  to  several  weeks. 

Q:  If  / send  in  a CHAMPUS  claim  and  don't  hear 
anything  about  if  for  several  weeks,  how  can  / chbck 
on  it? 

A:  You  can  write  or  call  the  CHAMPUS  claims 
processor  for  the  state  in  which  the  care  was  received. 
That's  where  the  claim  should  have  been  sent.  You  can 
get  the  mailing  address  and  toll-free  telephone  number 
of  your  state's  claims  processor  from  the  nearest 
Health  Benefits  Advisor.  If  the  claims  processor 
doesn't  handle  your  claim  to  your  satisfaction,  contact 
the  Benefit  Services  Branch  at  CHAMPUS  head- 
quarters for  additional  help.  The  mailing  address  is: 
OCHAMPUS 
Benefit  Services  Branch 
Aurora,  Colo.  80045-6900 

The  telephone  number  for  the  Benefit  Services 
Branch  at  CHAMPUS  headquarters  is:  (303)  361- 
3907/3707. 
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RAO  Notes 


"The  Marines  --  We're  looking  for  a few  good  men." 
This  slogan  attempts  to  sell  our  uniqueness  to  the 
public.  The  single  most  important  factor  in  whether 
viewers  remember  it  and  are  persuaded  to  act  is  the 
old-fashioned  element  of  brand  differentiation  --  a 
clear  and  unambiguous  statement  telling  how  we  are 
a cut  above  the  competition. 

Through  various  forms  of  advertising,  the  Marines 
have  been  successful  in  differentiating  themselves 
from  other  branches  of  the  armed  services.  While 
successful  advertising  campaigns  can  contribute  to 
sales  or  other  measures  of  our  success,  public  relations 
may  also  be  used  as  a tool  for  reaching  our  audience. 

Well-prepared  public  relations  shines  in  its  ability  to 
reach,  with  carefully  targeted  messages,  the 
influencers  --  that  10  percent  of  the  world  who  influence 
90  percent  of  the  purchases.  That's  why  our  PANCOs 
spend  a great  deal  of  their  time  writing  stories  for 
internal  and  external  audiences,  and  preparing  for 
community  relations  events. 

When  the  PANCO's  stories  are  printed  in  civilian 
newspapers,  they  are  perceived  to  be  more  objective 
than  the  ads  that  we  may  buy  in  the  same  newspapers. 

In  controlled  internal  media  (our  stories,  paid  ads, 
and  other  media  we  control  completely)  we  can  say 
pretty  much  what  we  want.  We  fine  tune  the  content, 
timing  and  pretesting  of  our  message.  But  our  readers 
know  it's  our  own  soapbox. 

But  to  run  in  uncontrolled  external  media  --  such  as  a 
story  in  the  Jacksonville  Times  --  our  message  must 
first  pass  review  by  an  editor  who  weighs  its  relative 
merit  against  reams  of  other  stories  vying  for  his 
attention.  Uncontrolled  media  hold  a risk  for  us:  the 
chance  of  distortion  if  the  reporter  misunderstands  the 
message.  Also,  we  can't  specify  when  it's  to  appear. 
But,  when  it  does,  it  packs  a clout  that  money  can't 
buy. 

With  proper  placement,  our  stories  appear  in  media 
that  otherwise  might  not  carry  our  message  because 
of  our  limited  ad  budget. 

Our  exposure  also  gets  a boost  through  the  Fleet 
Home  Town  News  Program.  This  program  allows 
Marines  who  get  promoted  or  receive  awards  to  have  a 
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story  about  them  run  in  their  home  town  newspaper. 
Not  all  newspapers  subscribe  to  receive  releases  from 
the  Fleet  Home  Town  News  Center,  but  in  those  that 
do,  we  get  a "free"  plug,  a subtle  reminder  to  the 
community  that  the  Marines  are  alive  and  well  and 
helping  their  native  sons  and  daughters  to  career 
success. 

Other  forms  of  public  relations  are  also  used  to 
supplement  our  ad  budget.  We  use  command  visits, 
media  visits,  and  centers  of  influence  functions  to 
concentrate  on  the  influencers  of  our  primary  audience. 
While  these  types  of  public  relations  events  don't 
directly  contribute  to  sales,  they  do  contribute  toward 
the  effectiveness  of  our  overall  ad  campaign. 

"Effectiveness,"  however,  is  hard  to  define. 
Sociologists  might  say  an  organization  is  effective 
if  it  meets  its  goal  or  sales  quota;  an  incomplete 
definition  that  assumes  the  goals  or  sales  quotas  as 
established  are  proper.  A tactician  might  call  an 
organization  effective  if  it  survives  and  adapts,  but 
that  assumes  virtually  everything  done  to  survive 
is,  by  definition,  effective. 

According  to  Dr.  James  Grunig,  a University  of 
Maryland  professor,  an  effective  organization  main- 
tains its  autonomy,  unconstrained  by  government, 
consumers,  regulators  or  other  groups.  Good  public 
relations  manages  that  independence  from  constraint 
by  actively  communicating  with  these  diverse  groups, 
which  hold  the  potential  to  impede  the  success  of  our 
recruiting  efforts. 

Often,  a key  undervalued  strength  of  public  relations 
is  simply  forging  relationships,  opening  communica- 
tions channels  and  avoiding  liabilities. 

Public  relations  takes  the  "people"  approach. 
Not  bricks,  mortars  and  tables  of  benefits  but  people, 
human  nature  and  appeals  to  human  values. 

In  the  words  of  Pat  Jackson,  past  President  of  the 
Public  Relations  Society  of  America,  public  relations 
builds  a relationship  between  an  organization  and  its 
public.  Says  Jackson,  you  can't  reach  the  second 
bottom  line  --  sales  --  until  you  reach  the  first  bottom 
line  --  a trusting  relationship. 
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District  Pacesetters 


RS  Jacksonville 

Closing  the  calendar  year  with  nine  contracts, 
Sgt  E.L.  Haynes  from  RSS  Tallahassee 
captured  RS  Jacksonville's  Recruiter  of  the 
Month  title  for  December. 

"We  have  a good  team  effort  here,"  explains  the 
Palmetto,  Fla.  native.  "Everyone  helps  each  other  and 
the  recruiters,  the  NCOIC  and  recruiter  aides  work 
hand-in-hand.  The  key  to  recruiting  is  planting  seeds 
and  talking  to  people  no  matter  where  you  are,  like  in 
a restaurant  or  just  passing  by  on  the  street.  Most  of 
the  guys  I put  in  last  month  I talked  to  a year  ago. 

"There  really  isn't  a magical  equation  to  recruiting," 
continues  the  EAD  recruiter,  "but  if  you're  up  front 
and  honest  with  them,  they'll  come  back  to  you." 

RS  Macon 

Sgt  Roberto  E.  Boreland  is  RS  Macon's  Re- 
cruiter of  the  Month  for  December  and 
Recruiter  of  the  Quarter  for  1st  quarter  FY87. 
On  production  since  October,  the  RSS  North 
Charleston  recruiter  put  in  six  during  December  and  14 
for  the  quarter. 

Sergeant  Boreland  says,  sticking  to  the  basics, 
constant  prospecting  and  a lot  of  help  from  his  NCOIC 
is  what  works  for  him. 

RS  Montgomery 

SSgt  Ricky  White  of  PCS  Tuscaloosa,  Ala. 
penned  five  contracts  to  take  top  honors  as 
RS  Montgomery's  Recruiter  of  the  Month, 
Large  Station. 

White  attributes  his  success  for  December  to 
prospecting  and  a good  NCOIC.  "We  just  got  a new 
NCOIC  at  RSS  Vestavia,  and  a new  man  can  give  you 
the  needed  motivation  to  do  better,"  he  says. 

Newcomer  to  RS  Montgomery,  SSgt  Timothy  Crooks 
of  PCS  Dothan,  Ala.  took  top  honors  as  Small  Station 
Recruiter  of  the  Month.  Crooks  says  Dothan  is  a good 
area  for  Marine  recruiters,  as  evidenced  by  the  success 
of  past  recruiters  there.  He  adds  that  good  and  constant 
prospecting  helped  him  to  be  successful. 

RS  Nashville 

GySgt  A.C.  Masiello  of  RSS  Knoxville  gave 
himself  a nice  Christmas  present  with  nine 
contracts  for  December  and  Recruiter  of  the 
Month  honors  to  go  with  them.  Eight  ot  the  nine  were 
1 1 1 As;  four  were  grads  and  five  were  seniors.  As  of  the 
16th  of  the  month  he  had  eight  of  his  contracts. 

"I  get  a lot  of  help  from  my  NCOIC,  MSgt  Robert 
0.  Landrum,"  he  says.  "He  keeps  the  strings  on  me 
kind  of  loose  and  lets  me  run  with  the  ball."  The  gunny 
says  it's  a personal  goal  to  continue  to  strive  for  the  top, 
although  there's  no  tangible  incentive  to  get  there. 


such  as  a meritorious  promotion. 

"I  like  the  feeling  of  knowing  that  I can  be  the  best," 
he  adds.  That  attitude,  coupled  with  his  self- 
confidence,  has  enabled  him  to  say  that  when  he  gets 
the  Navy  Achievement  Medal  for  being  the  top  re- 
cruiter in  the  Fall  Campaign  he'll  put  it  in  a plaque  and 
dedicate  it  to  his  NCOIC. 

RS  Orlando 

While  December  may  have  seen  everyone 
thinking  about  the  holidays,  SSgt  Michael 
McDaniel  of  RSS  Orlando,  was  strictly 
thinking  of  work  as  he  brought  in  eight  contracts  to 
land  Recruiter  of  the  Month. 

"I  really  have  to  say  that  my  recruiter  aides,  selling 
skills  and  personal  drive  are  what  made  it  for  me," 
the  29-year-old,  Richmond,  Ind.  native  says.  "I  knew 
I had  a mission  to  complete,  so  i just  set  my  course 
and  obtained  what  I set  out  to  do,"  he  explains. 

"It  takes  a lot  of  dedication  and  determination  to 
make  it  out  here  on  recruiting  duty.  The  incentives  to 
do  well  are  here,  it's  just  a matter  of  an  individual 
setting  his  or  her  goals  and  obtaining  them,  then  the 
personal  desires  will  come  on  their  own." 

He  says,  "This  is  the  toughest  job  the  Marine  Corps 
has  to  offer.  I have  obtained  some  of  my  goals  and  am 
working  toward  others.  But  it  still  boils  down  to 
accepting  the  mission  you've  been  given  and 
completing  it,  as  well  as  striving  to  meet  your  own 
personal  goals,"  he  concludes. 

RS  Raleigh 

Tying  up  the  score  for  RS  Raleigh's  December 
Recruiter  of  the  Month  were  fellow  teammates 
SSgt  Brenda  Blackwell  and  SSgt  James  N. 
Moss  of  RSS  Greensboro.  Blackwell  and  Moss  are  two 
of  the  recruiters  who  led  Greensboro  to  be  RS  Raleigh's 
RSS  of  the  Year  in  1986. 

"My  philosophy  is  that  you  have  to  keep  a positive 
attitude  no  matter  how  tough  it  gets  sometimes," 
says  Blackwell.  The  Yanceyville,  N.C.  native  concludes 
that  "you  have  to  remember  that  being  successful  has 
to  be  a matter  of  personal  pride." 

There's  no  special  trick  to  recruiting,"  Moss  adds, 
"you  have  to  work  all  the  assets  that  you  have  been 
taught  and  never  give  up."  The  Manson,  N.C.  native 
continues,"  Even  though  the  times  get  tough  and 
everything  you've  applied  doesn't  seem  to  work, 
always  maintain  a positive  attitude  and  keep  plowing 
away." 

Moss  admits  that  one  of  his  motivating  forces  is 
fellow  recruiter,  SSgt  Blackwell.  "She  taught  me  the 
ropes  and  we  work  hand-in-hand  many  times." 

NCOIC,  GySgt  Larry  Hughes  concludes,  "Recruiters 
here  always  do  well.  They  come  in,  see  the  RSS  is  on  a 
roll  and  have  no  choice  but  to  catch  on.  Success  breeds 
success." 
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Digest  Salutes 


NAVY  ACHIEVEMENT  MEDAL 

CERTIFICATE  OF 
COMMENDATION 

LETTER  OF  APPRECIATION 

RS  Birmingham 

District 

Sgt  M.  Looney 

RS  Macon 

SSgt  J.A.  Harris,  Jr. 

MSgt  A.W.  Adams 

GySgt  E.L.  Barnes 

GySgt  C.C.  Triplett 

RS  Macon 

RS  Nashville 

PRAETORIAN  AWARD 

SSgt  J.T.  Scott 

Sgt  P.R.  Santos 

RS  Raleigh 

RS  Nashville 

RS  Raleigh 

SSgt  S.  Wells 

Sgt  R.W.  Schaeffer 
MSgt  R.O.  Landrum 

Sgt  K.  George 

RS  Orlando 

GySgt  G.G.  Jarmon 
SSgt  J.R.  Glesner 

RS 

ecruiting  Station  Birming- 
ham,  Ala.  has  relocated  to 

RS  Raleigh 

GySgt  L.C.  Hughes 

■ • Montgomery,  Ala.  The  new 
address  for  RS  Montgomery  is: 

Birmingham 

Marine  Corps  Recruiting  Station 
2853  Fair  Lane  Drive 

GOOD  CONDUCT  MEDAL 

relocates 

Bldg  G,  Suite  64 
Montgomery,  AL  36116-1698 

RS  Macon 

The  phone  numbers  for  the 

Sgt  K.R.  Brady,  2nd  Award 

relocated  station  are  as  follows: 
FTS  534-7572,  commercial  (205) 

RS  Orlando 

GySgt  R.A.  McCool,  4th  Award 

832-7572. 

Recruiter  Honor  Roll 


9 contracts 

Sgt  E.L.  Haynes,  RSS  Tallahassee,  Fla. 
GySgt  A.C.  Masiello,  RSS  Knoxville,  Tenn. 

8 contracts 

SSgt  C.L.  Smith,  RSS  Jacksonville,  Fla. 
SSgt  B.E  Moses,  RSS  Savannah,  Ga. 

SSgt  M.  McDaniel,  RSS  Orlando,  Fla. 

7 contracts 

Sgt  D.B.  Davis,  RSS  Albany,  Ga. 

Sgt  J.  Ortiz,  RSS  Miami,  Fla. 

6 contracts 

SSgt  L.E.  Campbell,  RSS  Savannah,  Ga. 
SSgt  J.A.  Cruz,  RSS  Augusta,  Ga. 

Sgt  W.A.  Brown,  RSS  Marietta,  Ga 
Sgt  H.E.  Boreland,  RSS  N.  Charleston,  S.C. 
SSgt  B.  Blackwell,  RSS  Greensboro,  N.C. 
SSgt  J.N.  Moss,  RSS  Greensboro,  N.C. 

SSgt  J.  Swain,  RSS  Cocoa,  Fla. 

GySgt  C.  Ward,  RSS  W.  Palm  Beach,  Fla. 


5 contracts 

SSgt  A. M.  Rose,  RSS  Jacksonville,  Fla. 
SSgt  F.  Sanders,  RSS  Daytona  Beach,  Fla. 
Sgt  C.  Banks,  RSS  Memphis,  Tenn. 

Sgt  J.W.  White,  RSS  Johnson  City,  Tenn. 


Sgt  J.C.  Fuller,  RSS  Columbus,  Ga. 

GySgt  W.J.  Billingslea,  Jr.,  RSS  Greenville,  S.C. 
SSgt  R.M.  Daniels,  Jr.,  RSS  Greenville,  S.C. 
GySgt  R.W.  Bone,  RSS  Macon,  Ga. 

SSgt  F.  Baines,  RSS  Macon,  Ga. 

SSgt  L.H.  Basquez,  RSS  Marietta,  Ga. 

Sgt  R.R.  Griffin,  RSS  Rocky  Mount,  N.C. 

SSgt  R.L.  Montague,  RSS  Raleigh,  N.C. 

SSgt  A.D.  Swett,  RSS  Fayetteville,  N.C. 

SSgt  D.  Veney,  RSS  Ft.  Lauderdale,  Fla. 

SSgt  J.  Banner,  RSS  Tampa,  Fla. 

SSgt  D.  Watson,  RSS  Tampa,  Fla. 

SSgtT.  Hutchison,  RSS  Mobile,  Ala. 

SSgt  L.  May,  RSS  Mobile,  Ala. 

SSgt  R.  White,  PCS  Tuscaloosa,  Ala. 


4 contracts 

GySgt  D.A.  Schoenle,  RSS  Brunswick,  Ga. 
SSgt  L.G.  Whisenant,  RSS  Albany,  Ga. 

Sgt  J.T.  Brown,  RSS  Daytona  Beach,  Fla. 

SSgt  R.E.  Anderson,  RSS  Chattanooga,  Tenn. 
SSgt  W.F.  Coleman,  Jr.,  RSS  Nashville,  Tenn. 
SSgt  D.L.  Godbee,  RSS  Murfreesboro,  Tenn. 
SSgt  L.  Pate,  Jr.,  RSS  Chattanooga,  Tenn. 
SSgt  P.R.  Santos,  RSS  Memphis,  Tenn. 

SSgt  A.D.  Smith,  RSS  Huntsville,  Tenn. 

SSgt  C.D.  Winton,  RSS  Chattanooga,  Tenn. 
Sgt  C.T.  Blair,  RSS  Johnson  City,  Tenn. 

Sgt  M R.  Kearney,  RSS  Knoxville,  Tenn. 


Sgt  R.L.  Milward,  RSS  Clarksville,  Tenn. 
Sgt  W.C.  Browne,  RSS  Atlanta,  Ga. 

Sgt  S.A.  Grant,  RSS  Atlanta,  Ga. 

Sgt  B.G.  Moore,  Jr.,  RSS  Columbus,  Ga. 
Sgt  J.S.  Daniel,  Jr.,  RSS  Columbia,  S.C. 
SSgt  P.G.  Mackey,  RSS  Decatur,  Ga. 

SSgt  R.C.  Shamro,  RSS  Decatur,  Ga. 

SSgt  R.L.  Brooks,  RSS  Decatur,  Ga. 

Sgt  M.S.  Pelletier,  RSS  Greenville,  S.C. 
SSgt  M.A.  Barton,  RSS  Marietta,  Ga. 

SSgt  D.G.  Shelkey,  RSS  N.  Charleston,  S.C. 
SSgt  M E.  Marro,  RSS  Durham,  N.C. 

SSgt  R.P.  Brandon,  RSS  Goldsboro,  N.C. 
Sgt  F.M.  Gurney,  RSS  Fayetteville,  N.C. 

Sgt  K.  Georgie,  Jacksonville,  N.C. 

Sgt  J.A.  Herner,  RSS  Bradenton,  Fla. 

SSgt  J.  Radke,  RSS  Clearwater,  Fla. 

GySgt  E.  Montanez,  RSS  Ft.  Pierce,  Fla. 
SSgt  M.  Clevenger,  RSS  Lakeland,  Fla. 

Sgt  E.  Brightmon,  RSS  Miami,  Fla. 

Sgt  M.  Phelps,  RSS  Orlando,  Fla. 

GySgt  R.  Madaras,  RSS  St.  Petersburg,  Fla. 
Sgt  K.  Carmean,  RSS  Tampa,  Fla. 

SSgt  R.  Anderson,  RSS  Tampa,  Fla. 

GySgt  J.  Brandenstein,  RSS  Gulfport,  Miss. 
Sgt  D.  Robishceaux,  RSS  Gulfport,  Miss. 
SSgt  J.  O'Brien,  RSS  Montgomery,  Ala. 
GySgt  J.  McGaha,  RSS  Pensacola,  Fla. 

SSgt  A.  Jones,  RSS  Columbus,  Miss. 

SSgt  B.  White,  RSS  Greenville,  Miss. 
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December  1986  Procurement  Results 


SHIPPING 


NPS  Regular  Male 

NPS  Regular 

Male  1- 

IMA 

NPS  Regula 

r Male  HSG 

PS  Regular 
(Male  and  Female) 

RS 

Ship 

RQMT 

% Of 
RQMT 
Ship 

l-IIIA 

Ship 

RQMT 

% Of 
RQMT 
Ship 

% Of 
Total 
Ship 

HSG 

Ship 

RQMT 

% Of 
RQMT 
Ship 

%Of 

Total 

Ship 

Ship 

RQMT 

% Of 
RQMT 
Ship 

B 

39 

38 

102.6 

24 

23 

104.3 

61.5 

39 

36 

108.3 

100.0 

1 

2 

50.0 

J 

25 

25 

100.0 

17 

15 

113.3 

68.0 

25 

24 

104.2 

100.0 

1 

1 

100.0 

M 

60 

59 

101.7 

36 

36 

100.0 

60.0 

57 

56 

101.8 

95.0 

2 

3 

66.7 

N 

49 

46 

106.5 

30 

28 

107.1 

61.2 

48 

44 

109.1 

98.0 

0 

3 

0.0 

0 

72 

72 

100.0 

44 

44 

100.0 

61.1 

68 

68 

100.0 

94.4 

4 

3 

133.3 

R 

55 

55 

100.0 

34 

34 

100.0 

61.8 

49 

52 

94.2 

89.1 

3 

3 

100.0 

D 

300 

295 

101.7 

185 

180 

102.0 

61.7 

286 

280 

102.1 

95.3 

11 

15 

73.3 

NPS  Reserve  Male 

NPS  Reserve 

NPS  Reserve  Male  1 

-IIIA 

NPS  Reserve  Male 

HSG 

Ground 

Male  Aviation 

% Of 

% Of 

%Of 

% Of 

% Of 

% Of 

Quota 

Quota 

1 III  A 

Quota 

Total 

HSG 

Quota 

Total 

RS 

Ship 

Quota 

Ship 

Ship 

Quota 

Ship 

Ship 

Quota 

Ship 

Ship 

Ship 

Quota 

Ship 

Ship 

B 

23 

22 

104.5 

0 

0 

0.0 

18 

17 

105.9 

78.3 

22 

21 

104.8 

95.7 

J 

19 

18 

105.6 

0 

0 

0.0 

10 

8 

125.0 

52.6 

17 

17 

100.0 

89.5 

M 

18 

18 

100.0 

5 

5 

100.0 

14 

14 

100.0 

60.9 

22 

22 

100.0 

95.7 

N 

21 

23 

91.3 

4 

4 

100.0 

13 

15 

86.7 

52.0 

24 

26 

92.3 

96.0 

0 

7 

7 

100.0 

0 

0 

0.0 

5 

5 

100.0 

71.4 

6 

7 

85.7 

85.7 

R 

10 

10 

100.0 

3 

3 

100.0 

6 

7 

85.7 

46.2 

12 

12 

100.0 

92.3 

D 

98 

98 

100.0 

12 

12 

100.0 

66 

66 

100.0 

60.0 

103 

105 

98.1 

93.6 

NPS  Regular  Female 

NPS  Reserve  Female 

IMPS  REG  CEP 

NPS  REG  QEP 

CEP  + QEP 

% Of 
RQMT 


RS 

Ship 

RQMT 

Ship 

Ship 

Quota 

B 

3 

2 

150.0 

0 

0 

J 

3 

2 

150.0 

0 

0 

M 

3 

3 

100.0 

1 

1 

N 

3 

3 

100.0 

0 

0 

0 

4 

3 

133.3 

1 

1 

R 

3 

3 

100.0 

0 

0 

D 

19 

16 

118.8 

2 

2 

% Of 
Quota 

CEP 

% Of 

QEP 

Ship 

Ship 

Quota 

Quota 

Ship 

0.0 

1 

1 

100.0 

8 

0.0 

0 

1 

0.0 

9 

100.0 

0 

1 

0.0 

20 

0.0 

0 

1 

0.0 

9 

100.0 

1 

2 

50.0 

16 

0.0 

0 

1 

0.0 

7 

100.0 

2 

7 

28.6 

69 

% Of 

CEP  + QEP 

% Of 

Quota 

Quota 

Ship 

Quota 

Quota 

6 

133.3 

9 

7 

128.6 

4 

225.0 

9 

5 

180.0 

7 

285.7 

20 

8 

250.0 

6 

150.0 

9 

7 

128.6 

10 

160.0 

17 

12 

141.7 

7 

100.0 

7 

8 

87.5 

40 

172.5 

71 

47 

151.1 

Total 

Total 

% 

NPS  Reg 

4+ Year 

4 + Year 

M + F 

TOE 

TOE 

RS 

Shipped 

Shipped 

Shipped 

B 

42 

42 

100.0 

J 

28 

28 

100.0 

M 

63 

63 

100.0 

N 

52 

51 

98.1 

0 

76 

76 

100.1 

R 

58 

58 

100.1 

D 

319 

318 

99.7 

Total  Force 


NPS  REG  Male 

PS  REG  (M  + F) 

PS  + NPS 
Reg  Male 

NPS  Reg 
Female 

NPS  Reserve 
Male  Ground 

NPS  Reserve 
Male  Air 

NPS  Reserve 
Female 

Shipped 

%Of 

RS 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Quota 

Ship 

B 

39 

38 

1 

2 

40 

40 

3 

2 

23 

22 

0 

0 

0 

0 

66 

64 

103.1 

J 

25 

21 

1 

1 

26 

22 

3 

2 

19 

18 

0 

0 

0 

0 

48 

42 

114.3 

M 

60 

57 

2 

3 

62 

60 

3 

3 

18 

18 

5 

5 

1 

1 

89 

87 

102.3 

N 

49 

44 

0 

3 

49 

47 

3 

3 

21 

23 

4 

4 

0 

0 

77 

77 

100.0 

O 

72 

82 

4 

3 

76 

85 

4 

3 

7 

7 

0 

0 

1 

1 

88 

96 

91.7 

R 

55 

53 

3 

3 

58 

56 

3 

3 

10 

10 

3 

3 

0 

0 

74 

72 

102.8 

D 

300 

295 

11 

15 

311 

310 

19 

16 

98 

98 

12 

12 

2 

2 

442 

438 

100.9 

PRODUCTION 


NPS  Regular 

NPS  Reg  Male 

NPS  Reg  Male 

NPS  Reg 

PS  Reg  NNC 

Male  NNC 

MG  l-IIIA  NNC 

HSG  + HSSR  NNC 

Female  NNC 

%Of 

% Of 

%Of 

HSG  + 

% Of 

% Of 

% Of 

%Of 

Quota 

l-IIIA 

Quota 

Total 

HSSR 

Quota 

Total 

Quota 

Quota 

RS  NNC  Quota 

Written 

NNC 

Quota  Written 

NNC 

NNC 

Quota  Written 

NNC 

NNC  Quota  Written 

NNC  Quota  Written 

60 

69 

87.0  31 

42 

73.8 

51.7  60 

66 

90.9 

3 

5 

60.0 

1 

2 

50.0 

54 

41 

131.7  36 

25 

144.0 

66.7  52 

39 

133.3 

1 

3 

33.3 

2 1 

200.0 

98 

87 

112.6  68 

61 

111.5 

69.4  100 

82 

122.0 

2 

4 

50.0 

2 3 

66.7 

84 

'79 

106.3  58 

57 

101.8 

69.0  82 

75 

109.3 

3 

5 

60.0 

1 2 

50.0 

130 

128 

101.6  94 

79 

119  0 

72.3  124 

122 

101.6 

6 

5 

120.0 

3 4 

75.0 

82 

88 

93.2  58 

68 

85.3 

70.7  79 

84 

94.0 

2 

4 

50.0 

4 4 

100.0 

508 

492 

103.3  345 

332 

103.9 

67.9  497 

468 

106.2 

17 

26 

65.4 

13  16 

81.3 

NPS  RES  Male 

NPS  RES  Male 

NPS  Reserve 

NPS  RES  Male 

NPS  RES  Male 

MG  l-IIIA 

HSG  + HSSR  NNC 

Female  NNC 

Ground  NNC 

Air  NNC 

NNC 

% Of 

% Of 

% Of 

%Of 

HSG  + 

% Of 

%Of 

Quota 

Quota 

l-IIIA 

Quota 

Total 

HSSR 

Total 

Quota 

RS 

NNC 

Quota  Written 

NNC  Quota  Written 

i NNC 

Quota  Written 

NNC 

NNC 

Quota  NNC 

NNC 

Quota  Written 

B 

34 

26  130.8 

0 

0 

0.0 

27 

16 

168.8 

79.4 

25 

34 

136.0 

0 

0 0.0 

J 

31 

17  182.4 

1 

3 

33.3 

20 

12 

166.7 

62.5 

32 

19 

168.4 

0 

! 0.0 

M 

35 

28  125.0 

24 

15 

160.0 

44 

26 

169.2 

74.6 

59 

91 

143.9 

1 

1 33.3 

N 

29 

29  100.0 

6 

8 

75.0 

23 

23 

100.0 

65.7 

35 

35 

100.0 

0 

C 

1 0.0 

O 

22 

16  137.5 

0 

0 

0.0 

15 

10 

150.0 

68.2 

21 

15 

140.0 

0 

1 

0.0 

R 

20 

15  133.3 

3 

2 

150.0 

16 

10 

160.0 

69.6 

22 

16 

137.5 

0 

’ 0.0 

D 

171 

131  130.5 

34 

28 

121.4 

145 

97 

149.5 

70.7 

203 

151 

134.4 

1 

8 

1 12.5 

Total 

% Total 

NFS 

PS 

NPS  RES 

NPS  RES 

NPS  RES  NPS 

PS 

NPS 

REC 

Force 

Force 

Reg 

Reg  NPS  + PS  Reg 

Male 

NPS  RES 

Male 

Male 

Reg 

Reg 

RES 

Total 

# 1 

Prod 

Pool 

Pool 

RS 

Male 

Male  Male  Prod 

Ground 

Male  Air 

Total 

Prod 

Fern 

Fern 

Fem 

Force  REC 

APR  DISCH 

ATTR 

B 

60 

1 1.11 

34 

0 

34 

0.62 

3 

0 

0 

98 

55 

1.78 

5 

7.7 

J 

54 

2 1.56 

31 

1 

32 

0.89 

1 

0 

0 

89 

36 

2.47 

7 

11.5 

M 

98 

2 1.33 

35 

24 

59 

0.79 

2 

0 

1 

162 

75 

2.16 

6 

5.8 

N 

84 

1 1.29 

29 

6 

35 

0.53 

3 

0 

0 

123 

66 

1.86 

5 

5.6 

O 

130 

3 1.60 

22 

0 

22 

0.27 

6 

0 

0 

101 

83 

1.94 

7 

5.1 

R 

82 

4 1.39 

20 

3 

23 

0.37 

2 

0 

0 

111 

62 

1.79 

4 

4.7 

D 

508 

13  1.38 

171 

34 

205 

0.54 

17 

0 

1 

744 

377 

1.97 

34 

6.3 

15 


FLARE 


UNIVERSITY  OF  FLORIDA 
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1st  Quarter FY  87  Procurenicm  jxcsuils 


SHIPPING 


PS  Regular 


NPS  Regular  Male 

NPS  Regular  Male  1 

IIIA 

NPS  Regul 

lar  Male  HSG 

(Male  and 

Female) 

% Of 

% Of 

% Of 

% Of 

% Of 

% Of 

RQMT 

1 III  A 

RQMT 

Total 

HSG 

RQMT 

Total 

RQMT 

RS 

Ship 

RQMT 

Ship 

Ship 

RQMT 

Ship 

Ship 

Ship 

RQMT 

Ship 

Ship 

Ship 

RQMT 

Ship 

B 

144 

139 

103.6 

91 

85 

107.1 

63.2 

139 

132 

105.3 

96.5 

1 

6 

16.7 

J 

110 

110 

100.0 

77 

69 

111.6 

70.0 

106 

105 

101.0 

96.4 

3 

3 

100.0 

M 

208 

204 

102.0 

128 

126 

101.6 

61.5 

198 

193 

102.6 

95.2 

5 

9 

55.6 

N 

174 

168 

103.6 

107 

103 

103.9 

61.5 

164 

160 

102.5 

94.3 

3 

9 

33.3 

O 

246 

246 

100.0 

151 

151 

100.0 

61  4 

241 

235 

102.6 

98.0 

10 

9 

111.1 

R 

216 

216 

100.0 

134 

134 

100.0 

62.0 

204 

205 

99.5 

94.4 

10 

9 

111.1 

D 

1083 

1098 

101.4 

688 

688 

103.0 

62.7 

1052 

1030 

102.1 

95.8 

32 

45 

71.1 

NPS  Reserve  Male 

NPS  Reserve 

NPS 

Reserve  Male  1 

IIIA 

NPS  Reserve  Male  HSG 

Ground 

Male  Aviation 

% Of 

% Of 

% Of 

% Of 

% Of 

% Of 

Quota 

Quota 

1 IIIA 

Quota 

Total 

HSG 

Quota 

Total 

RS 

Ship 

Quota 

Ship 

Ship 

Quota 

Ship 

Ship 

Quota 

Ship 

Ship 

Ship 

Quota 

Ship 

Ship 

B 

81 

78 

103.8 

0 

0 

0.0 

50 

49 

102.0 

61.7 

75 

74 

101.4 

92.6 

J 

41 

40 

102.5 

5 

4 

125.0 

27 

25 

108.0 

58.7 

42 

42 

100.0 

91.3 

M 

59 

59 

100.0 

31 

31 

100.0 

56 

55 

101.8 

62.2 

87 

86 

101.2 

96.7 

N 

64 

62 

103.2 

30 

29 

96.7 

44 

47 

93.6 

47.3 

89 

88 

101  1 

95.7 

O 

32 

31 

103.2 

0 

0 

0.0 

19 

18 

105.6 

59.4 

30 

30 

100.0 

93.8 

R 

22 

22 

100.0 

7 

7 

100.0 

12 

13 

92.3 

41.4 

28 

28 

100.0 

96.6 

D 

299 

292 

102.4 

72 

7° 

100.0 

208 

207 

100.5 

56.1 

351 

348 

100.9 

94.6 

NPS  Regular  Female 

NPS  Reserve  Female 

NPS  REG  CEP 

NPS  REG  QEP 

CEP 

+ QEP 

RS 

Ship 

RQMT 

% Of 
RQMT 
Ship 

B 

11 

8 

137.5 

J 

6 

3 

200.0 

M 

7 

7 

100.0 

N 

9 

9 

100.0 

O 

12 

10 

120.0 

R 

9 

8 

112.5 

D 

54 

45 

120.0 

Ship  Quota 


% Of 
Quota 
Ship 


CEP 

Ship 


% Of 
Quota  Quota 


0.0 

2 

3 66.7 

23 

100.0 

0 

2 0.0 

44 

120.0 

0 

4 0.0 

67 

0.0 

0 

3 0.0 

29 

100.0 

- 3 

6 50.0 

44 

100.0 

2 

4 50.0 

37 

111.1 

7 

22  31  8 

244 

Total 

Total 

% 

NPS  Reg 

4 +-  Year 

4 + Year 

M + F 

TOE 

TOE 

RS 

Shipped 

Shipped 

Shipped 

B 

* 155 

153 

98.7 

J 

116 

116 

100.0 

M 

215 

214 

99.5 

N 

183 

177 

96.7 

0 

258 

257 

99.6 

R 

225 

225 

100.0 

D 

1152 

1142 

99.1 

QEP 

Ship  Quota 
18 
12 
21 
18 
30 
21 
120 


% Of 
Quota 

127.8 

366.7 

319.0 

161.1 

146.7 

176.2 

203.3 


CEP  + QEP 
Ship 

25 

44 

67 

29 

47 

39 

251 


% Of 
Quota  Quota 


21 

14 

25 

21 

36 

25 

142 


119.0 
314.3 

268.0 
138.1 
130.6 
156.0 
176.8 


Total  Force 


NPS  REG  Male 

PS  REG  (M  * F) 

PS  + NPS 
Reg  Male 

NPS  Reg 
Female 

NPS  Reserve 
Male  Ground 

NPS  Reserve 
Male  Air 

NPS  Reserve 
Female 

Shipped 

% Of 

RS 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Ship 

Quota 

Quota 

Ship 

B 

144 

133 

1 

6 

145 

139 

11 

8 

81 

78 

0 

0 

0 

0 

237 

225 

105.3 

J 

110 

96 

3 

3 

113 

99 

6 

3 

41 

40 

5 

4 

2 

2 

167 

148 

112.8 

M 

208 

196 

5 

9 

213 

205 

7 

7 

59 

59 

31 

31 

6 

5 

316 

307 

102.9 

N 

174 

160 

3 

9 

177 

169 

9 

9 

64 

62 

29 

30 

0 

0 

279 

270 

103.3 

O 

246 

289 

10 

9 

256 

298 

17 

10 

32 

31 

0 

0 

1 

1 

301 

340 

88.5 

R 

216 

209 

10 

9 

226 

218 

9 

8 

22 

22 

7 

7 

1 

1 

265 

256 

103.5 

D 

1083 

1098 

32 

45 

1130 

1128 

54 

45 

29b 

292 

72 

72 

10 

9 

1546 

1565 

101.2 

PRODUCTION 


NPS  Regular 

NPS  Reg  Male 

NPS  Reg  Male 

NPS  Reg 

Male  NNC 

MG  1 IIIA  NNC 

HSG  + HSSR  NNC 

Female  NNC 

Kb  Meg  ninu 

% Of 

% Of 

% Of 

HSG  + 

% Of 

% Of 

% Of 

% Of 

Quota 

Mil  A 

Quota 

Total 

HSSR 

Quota 

Total 

Quota 

Quota 

RS 

NNC  Quota 

Written 

NNC 

Quota 

Written 

NNC 

NNC  Quota  Written 

NNC 

NNC  Quota 

Written 

NNC  Quota 

Written 

B 

184 

189 

97.4 

110 

122 

90.2 

59.8 

184  180 

102.2 

16  13 

123.1 

1 8 

12.5 

J 

161 

111 

145.0 

114 

70 

162.9 

70.8 

157  106 

148.1 

5 7 

71  4 

3 6 

50.0 

M 

224 

233 

96.1 

145 

164 

88.4 

64  7 

223  220 

101.4 

3 10 

30.0 

6 11 

54.5 

N 

222 

208 

106.7 

130 

144 

90.3 

58.6 

218  198 

110.1 

18  14 

128.6 

4 10 

40.0 

O 

319 

353 

90  4 

219 

230 

95.2 

68.7 

310  336 

92.3 

16  15 

106.7 

13  13 

100.0 

R 

250 

243 

102.9 

147 

180 

81.7 

58.8 

237  231 

102.6 

2 10 

20.0 

16  12 

133.3 

D 

1360 

1337 

101.7 

865 

910 

95.1 

63.6 

1329  1271 

104.6 

60  69 

87.0 

43  60 

71.7 

NPS  RES  Male 

NPS  RES  Male 

NPS  Reserve 

NPS  RES  Male 

NPS  RES  Male 

MG  1 IIIA 

HSG  + HSSR  NNC  Female  NNC 

Ground  NNC 

Air  NNC 

NNC 

% Of 

% Of 

% Of 

% Of 

HSG  + 

% Of 

% Of 

Quota 

Quota 

1 III  A 

Quota 

Total 

HSSR 

Total 

Quota 

RS 

NNC 

Quota  Written  NNC  Quote 

i Written 

NNC 

Quota  Written 

NNC 

NNC 

Quota  NNC 

NNC  Quota  Written 

B 

89 

78 

114.1 

0 

0 

0.0 

69 

55  125  5 

77.5 

88 

75  117.3 

0 

0 0.0 

J 

62 

51 

121.6 

4 

9 

44.4 

45 

40  112.5 

68.2 

63 

57  no.5 

1 

4 25.0 

M 

117 

84 

139.3 

58 

45 

128.9 

135 

82  164.6 

77.1 

175 

123  142.3 

3 

9 33.3 

N 

76 

87 

87.4 

14 

25 

56.0 

62 

75  82.7 

68.9 

87 

106  82.1 

0 

0 0.0 

O 

52 

48 

108.3 

0 

0 

0.0 

39 

31  125.8 

75.0 

50 

45  m.1 

1 

3 33.3 

R 

46 

45 

102.2 

8 

6 

133.3 

39 

35  1114 

72.2 

53 

48  110.4 

4 

6 66.7 

D 

442 

393 

112.5 

84 

85 

9«  8 

389 

318  122.3 

74  0 

516 

454  1 13.7 

9 22  40.9 

Total 

% Total 

NPS 

PS 

NPS  RES 

NPS  RES  NPS  RES  NPS 

PS 

NPS 

REC  Force 

Force 

Reg 

Reg 

NPS  + PS  Reg 

Male 

NPS  RES 

Male 

Male  Reg 

Reg 

RES 

Total  ft  Prod  Pool 

Pool 

RS 

Male 

Male  Male  Prod  Ground 

Male  Air 

Total 

Prod  Fern 

Fern 

Fern 

Force  REC  APR  DISCH  ATTR 

B 

184 

1 

1.12 

89 

0 

89 

0.54  16 

0 

0 

290  165  1 

.76  16 

8.0 

J 

161 

3 

1.52 

62 

4 

66 

0.61  5 

0 

1 

236  108  2.19  18 

10.1 

M 

224 

5 

1.02 

117 

58 

175 

0.78  3 

1 

3 

411  225  1 

.83  24 

9.7 

N 

222 

4 

1.14 

76 

14 

90 

0.45  18 

0 

0 

334  198  1 

69  16 

6.7 

O 

319 

13 

1.33 

52 

0 

52 

0.21  16 

0 

1 

401  279  1. 

61  24 

7.0 

R 

250 

16 

1.43 

46 

8 

54 

0 29  2 

0 

4 

326  186  1. 

75  11 

4.2 

D 

1360 

42 

1.24 

442 

84 

526 

0.47  60 

1 

9 

1998  1131  1 

77  109 

7.4 

